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Building Capacity to Raise Revenue and Resources

Often the IDA Manager or Coordinator is alone and charged with the responsibility to raise money for the project—while simultaneously implementing the complex array of tasks required under an AFI Project.  Flying solo, so to speak, runs counter to what foundation, corporate, individual donors, and government grantors want, which is an IDA project that is “owned” within the community. That’s because they know It takes many partners working together to produce results. The same holds for the raising of revenues and resources.  The more that task is shared amongst all who touch the initiative, the better.  This responsibility should never be left to one or two people.
Below are key partners who have a role to play in raising revenue and resources.
· Executive Director, IDA Project Managers, IDA Coordinators, IDA Staff,  IDA Participants
Their job descriptions, performance reviews, and staff meetings should include attention to revenue and generating resources.  These staffers can demonstrate involvement in fundraising by sharing/citing stories of success, numbers that show a return on investment, and numbers that show an investment made will return more stable families and communities.
· Volunteer Advisory Committee to the IDA Project or Advisory Committee to the Board of Directors

These volunteers are brought together because they have relationships with potential funders and/or an interest in fundraising. Get one or two champions to help build the Committee. Think about volunteers who know people, who can tap on the shoulder of others to help broaden awareness and expand the reach for resources.

· Fundraising Staff; Grant Writers; Marketing Staff
An agency with the capacity to have these individuals is fortunate.  These professionals can help frame requests that align with targeted sources and do much of the other heavy lifting required to secure funding support.

· Board of Directors

Ideally, the agency board of directors has representatives of private and public sectors. They have relationships with and are able to make telephone calls to potential sources of revenue and resources. One way to highlight the value of IDAs for board members is to share success stories of IDA members during board meetings or to ask board members to come to IDA financial training classes to learn, first hand, about the IDA program’s work.
· Intermediaries Such as Federal Reserve Bank, United Way, LISC
Build relationships with potential intermediaries who can convene community political and civic leaders and funders and meet with you when you talk to the media. The blessing of the Federal Reserve Bank or the United Way Agency sends a strong message of support to community leaders.
· Mobilize Friends and Friends of Friends to be Part of an Asset Building Campaign that Includes the IDA Project
People like to gather where there is good food and a good story. They want to be part of a successful effort. Identify friends who can help you get a meeting with a prospect or will share the good news with a Giving Circle. Make sure that your friends are diverse—in terms of being reflective of the IDA participants enrolled and the larger community.

Diversify Your Sources of Revenue and Resources

Just as an investor wants a diverse portfolio, so should the sources of revenue and in-kind for your IDA Project be diverse. Build from a core base of revenue, such as the nonfederal match for an AFI grant.  In fact, the below data from a recent Congressional Report to Congress on the work of current AFI grantees shows that AFI Projects rely upon an array of sources for their nonfederal funding.
	Sources of Nonfederal Funding for IDA Match and Project Operations

	Type of Non-AFI Funder
	AFI Projects that Have Received Funding

	
	Funds for Matching Participant Savings
	Funds for 

Project Operations

	Businesses
	18%
	18%

	Federal Home Loan Bank
	9%
	1%

	Financial Institutions
	54%
	43%

	Foundations
	19%
	20%

	Individuals
	16%
	13%

	Local Government Agencies/Local Housing Authorities
	15%
	14%

	Local United Way Agencies
	15%
	21%

	State Government Agencies
	15%
	16%

	HHS (Community Services Block Grant)
	--
	18%

	HUD (Community Development Block Grant and others)
	10%
	14%

	Number of Projects Reporting
	291
	291


Build Capacity by Linking to Like-Minded Initiatives 


Look for opportunities to tie your IDA work into other community initiatives that focus on your audience and similar issues. Examples include an EITC Outreach campaign, a campaign that targets the un-banked, a Going Home first time homebuyer campaign, a tax credit campaign, or a state funding campaign.
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